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AbstrAct
The Brisbane-based company Wotif.com was founded at the height of the ‘tech wreck’ of 
2000. This company not only survived the crash but has been running at a profit as well as 
expanding both nationally and internationally. This case study highlights the factors that have 
made this company successful.
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The Australian company Wotif.com is a specialist in online accommodation, operating a virtual marketplace that brings customers and accommodation providers 
together. The company was founded at the height of the ‘tech wreck’ of 2000 when the 
dot-com bubble burst, driving many internet companies out of business. This company 
not only survived the crash but has been running at a profit as well as expanding both 
nationally and internationally.
By 2007, Wotif.com had offices in five countries outside Australia—Canada, 
Malaysia, New Zealand, Singapore and the UK. It also had around 9000 properties in 
more than 40 countries, over 1.9 million bookings and 30 million user sessions per year. 
These impressive numbers translated into Wotif.com becoming the number one 
Australasian website for Travel—Destinations and Accommodations.
The current CEO and Managing Director, Graeme Wood, co-founded the company. 
He has been associated with the Information Technology (IT) industry for more than 
three decades, including involvement in several IT start-ups prior to Wotif.com. It was 
his innovative and pioneering idea of introducing real-time online management of rates 
and accommodation by suppliers with ‘live’ prices for customers and immediate booking 
confirmation that revolutionised the accommodation industry. This model is a win–win 
for both the supplier and the customers (see Figure 1). The accommodation suppliers are 
able to better manage their inventory—given this is a service industry the inventory 
cannot be stored so if the hotel room or the apartment is not occupied the income is lost 
and cannot be recouped. Wotif.com provides the accommodation suppliers with the 
option of selling empty rooms and apartments at a discount and the customer gains by 
having access to competitively priced accommodation. For example, if a customer is 
looking for a hotel in Sydney, he/she can see all the hotels on offer and the rates at that 
time. For his innovative ideas and management skills, Graeme has received numerous 
awards, including: the Premier of Queensland’s SMART award, the Australian Institute 
of Management Medal for Management Innovation, and the 2005 Ernst & Young 
Entrepreneur of the Year in the Technology, Communications, E-Commerce and Life 
Sciences category.Wi
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In North America, big players such as Expedia, Priceline and Hotels.com operate a 
merchant model where the companies buy the hotel rooms at wholesale prices and then 
mark them up and sell them at retail prices. Wotif.com operates on a commission-based 
low-cost model. It does not carry inventory, but generates income by charging a booking 
fee and a 10 per cent commission on the total value of the booking. In addition, the 
company generates significant revenue based on interest earned from upfront payments 
from customers.
Given the unique but simple business model used by Wotif.com, the barriers to entry 
for other companies appear to be low. Therefore, what is preventing others from 
replicating the success of Wotif.com?
According to Graeme Wood:
What we do is concentrate on doing one thing really well … We approached it from a 
very low cost model. Everything we do we try and do very efficiently, internally. And we 
work on a very slim margin with the suppliers … What’s really turned out is that the 
barrier to entry gets very high once you start to dominate a market. So eBay dominates 
the auction market. Amazon dominates the online book market. In Australia, we 
dominate the online accommodation business. So we’re almost impregnable based on our 
size. That’s what we aspire to in at least one other major international market.
With the above in mind the company grew the model overseas, now deriving two-
thirds of its income from international operations.
figure 1: Online marketing channel for Wotif.com
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In 2006, Wotif.com reached another important milestone by listing on the Australian 
Stock Exchange (ASX). Within a year the company reached a market capitalisation of 
over $1 billion and enjoyed a doubling of the share price. Since the listing on the ASX 
the company has maintained its impressive innovations and growth. In terms of 
innovations and functionality of the website, Wotif.com introduced many features, 
including: extending the range of dates from 14 to 28 days, and weekend-only searches. 
In addition, the company has continued to make it easier for accommodation suppliers 
to upload better property images, added ‘flaming deals’ to highlight heavily discounted 
properties, and the latest innovation is ‘Wot hotel’—a new twist to the ‘mystery flights’ 
where discounted hotel rooms are made available to customers who are not concerned 
about the hotel they stay in. In terms of growth, the company recorded a 40 per cent 
increase in the number of room nights sold as well as an increase in the average value of 
the room, resulting in a net profit of more than $16.5 million, an increase of 37 per cent 
over 2005.
While the above figures are impressive, it is really the tip of the iceberg. Online 
accommodation bookings account for a fraction of the $9 billion accommodation 
market in Australia. However, as online users continue to increase their uptake online 
bookings will rise, with companies like Wotif.com gaining a significant first-mover 
advantage over newer rivals in this very lucrative market, provided they maintain their 
competitive edge and continue to innovate. With the internet continuing to be an 
efficient and effective mechanism for global trade there is also ample scope for Wotif.
com to expand internationally.
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* An earlier version of the case study was published in Next step the world: Series 2—
Exporting and international business case studies, Austrade 2007.
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